


An Index of Industrial Distribution Articles 


Here's a listing of articles that appeared from July through December 1956 





SALES HELPS FOR SALESMEN 


Saces—Tney’re Spreiiep S-E-R-V-L-C-E. July '56 86 
Three concrete examples validate the point made 
by Indianapolis salesman 
Turn Down An Orper re July 56 90 
It paid off on one occasion for a Norfolk salesman 
How to Soorne a Sore Cusromer.....July "56 96 
Ihree hard and fast rules cover situation at Kala 
mazoo distributor organization 
Suow THem a Berrer Way Aug. 56 84 
Charleston, W. Va., 
objections to mechanization 
How Wet Do You INrerprer Propuci 
VALUE? ran Aug. "56 94 
Charlotte engineer follows three steps to get sale 
over price barrier 
How to Finn aN Expertencep SALes 
MAN'S SHOFS Aug. "56 100 
Build up trust in three ways, says Indianapolis 
salesman 
Do SatesMen Fottow Up Quoras?.. .Sept. 56 101 
They do in this Indianapolis distributor firm 
How vo Brainstorm Your Way ‘10 
SALES . Sept. '56 105 
(See “Ideas for Management” for full listing) 
Sexi Srock Irems Oct. 56 82 
Buffalo salesmen steer clear of specials without 
losing orders 
ID's Reapers Answer SALESMAN’s Cry 
roR Hemp ...... Oct. 56 84 


Ilere are more “what to do’s” for the salesman 


salesman answers five stock 


who gets only token orders 
Tuey App Up ro Sauges..............Oct. "56 89 
Interest, service and confidence are advocated by 
New Orleans salesmen 
How Woutp You Answer Tuese Four 
PROBLEMS? Oct. '56 92 
Memeo and case history are textbooks for Los 
Angeles distributor sales meeting 
Use Your Heap to Setin New Pros 
PECTS .. Oct. '56 108 
Louisville salesman directs efforts to do most good 
Propucts & MARKETS..... CS Oct. °56 110 
Nov. °56 110 
On tue Go wrrn A SALES Procram...Nov. ‘56 85 
Planned effort results in increased sales for Rock 
ford, Ill, salesmen 


SPEAKING OF SOLUTIONS Nov. 56 93 
Bridgeport salesman and president comment on 
“Brainstorming case 
Insipe-Oursipe Coopreravion REALLY 
Works It Nov. °56 102 
Inside man in Philadelphia firm has training and 
authority 
$5 Answers 1oO Price Currinc. Dec. "56 89 
Brainstorm sales meeting at Evansville distributor 
firm produces results 
Yrs, Vircinta, SANTA Dors CALL ON THE 
Distripuror For Heup.........Dec. 56 94 
‘Toy-producing firms provide sales opportunities 
for Belleville, N. J. and Erie, Pa., distributor 
salesmen 
Wuat's tHe Dirrerence? .eeeee Dec. 56 100 
Knoxville salesman discusses the approach in sell 
ing as an agent and as a distributor salesman 
. So He Mape His Own Marker... Dec. "56 102 
New Jersey salesman brought industry into Mill 
ville 


solutions to a 


SALES IDEAS 


A Lirrte Gors A Lone Way 
. Aug. "56 82 
Tacoma firm adopts a selective selling policy 
SALESMEN Ger INFORMATION “Bonus”... Aug. ‘56 87 
Denver company publishes monthly sales zuide 
Prorir Hinces ON Sevection or Lines. . . Aug. "56 88 
Kalamazoo distributor lists six rules of thumb 
Pusu A Burron ror Sates INFoRMATION, . Aug. '56 96 
St. Louis inventory control system has five ad 


Se_r-APPRAISAI 


vantages 
Duar Rote Has One Arm—More Saves 
: reccccees ca. FO IOs 
Portland, Ore., salesman sales manager describes 
his twofold activities 
Hlow ro Brainsrorm Your Way To SAL ES 
"56 105 
(See “Ideas for Management” for full listing) 
len Workers—Bur One Goar........ Sept. 56 208 
Everybody doubles up to maintain this Daven 
port firm 
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Boon 10 BuYER AND SELLER... Oct. 56 90 
Product surveys are the answer for Kalamazoo 
firm 
“Tnere Is No Sucn THtnc as SCIENTIFIC 
re ...-Oct. "56 200 
Branch manager of manufacturing firm gives his 
views on selling 
Pinpoint Your CusroMerS FOR BETTER 
DELIVERY Dec. 56 96 
Plotting trip and sales data on area map helped 
get results for Cincinnati company 


IDEAS FOR MANAGEMENT 


Wuat's Your Rote ‘Topay? 56 83 
Questionnaire and two-part article help you de 
cide your status 
Taree Ways To Suare-rue-Prorrrs....July 56 91 
\ trio of systems does just that for Los Angeles 
firm 
Bump Up Your Insipe Srarr ...July 56 98 
Pittsburgh distributor's new approach boosted 
efficiency and morale 
Six ‘THincs You SHoutp Know. ... Aug. "56 90 
They'll help you to manage your business better 
Wuar Insurance Do Tuey Want 
Mosi? . ; Aug. 56 166 
Stamford, Conn., company gets most coverage at 
lowest cost 
CaraLoc Srorace System Doers Turee 
Joss a . Sept. 56 100 
‘Triple advantages result for Milwaukee firm 
How To Brainstorm Your Way to 
Se .. Sept. "56 105 
BRAINSTORMING: Wuat You're Arrer Is a 
Menta CuHatn REACTION.......... 106 
You're Onty Gerrinc Token Orpers 109 
“I Buy Srricriy on Price”... . 113 
“I Spreap My Business Arounp”’.. . 117 
“Sray Our or THE PLaNnr’”... 12] 
You're Losinc Business 125 
Sect Generar Ling Services........ 129 
Sect Speciatizep SERVICES..... 133 
“We'p Be Losr Topay wrrnout Saes 
ANALYSIS me Oct. "56 86 
Wheeling management cites seven good reasons 
why 
How 10 Get Tuincs Done... "56 102 
Assign responsibilities and delegate authority are 
two ways to make a headstart 
Make Time FoR MaANaceMENT Jos, 
BD. ccvecucatsanaapartwes .. Oct. "56 105 
Salem, Ore., distributor executive sets aside time 
for developing and improving policies 


How Suoutp SatesMeNn Be Paw? Nov. 56 89 
Based on a definitive study, this article sets forth 
elements of sound compensation plans 
How vo Ger Rip or Orper Hanpiinc 
BOTTLENECKS Nov. '56 97 
Four simple changes did the trick for Bluefield, 
W. Va., firm 
Berore You Srocx, Ger ALL .1H 
acrs Nov. '56 104 
Keep inventory policy flexible is motto of Colum 


bus company 


GENERAL 


Is Iv Sarge To Microrinm? 

Here are the pros and cons of the microfilm story 

Is Disrripution NECESSARY! July "56 160 

Interview with research organization president 
emphasizes labor-management relationship 

REASSURANCE OF A SALESMAN Aug. '56 170 

Michigan representative gives two sides of the 


July 56 5S 


salesman picture 
Goop Demanp Seen ror Rest or Year. Aug. '56 17! 
Outlook continues good for rest of "56, says De 
partment of Commerce mid-year survey 
RepeVELOPING Our Crimes Oct 
Solutions to urban trafic problems are not so 


56. «(OSS 


CAS) 
\ Day ror Graviry Oct. 56 202 
Eliminate the force of gravity? Here's an argu 
ment for it 
INpustrY Leapers Visrr CLARKSON Nov. '56 180 
Association delegation visits Potsdam campus 
A Dewicurrut Day iw Derrorr Dec. '56 82 
ID editor calls on distributor firm staffed by 
women 
MANAGEMENT Course Draws INpustrrRy 
LEADERS Dec. 56 85 
89 distributor executives enroll in management 
course for industrial distributors 
Are You Wastinc Your ‘Time? Dec. "56 98 
Some advice on how to find time for constru: 
tive, look-ahead planning 
Wuat You Suoutp Know Asout 
CERAMICS Dec. "56 106 
Both advantages and disadvantages are set forth 
in this article 
Looxep at Your Lerrers Lareny? Dec. '56 172 
Some “Before” and “After” tips to help you 
write a better business letter 
Wuat Asour Dimecr Maw? Dec. "56 174 
Manufacturers find out what distributors like 
and dislike in direct mail literature 


Index continues on next page —> 
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PROMOTION 


Keer Piuccinc wiru Sates PROMOTION 
CAMPAIGN .Aug. "56 98 
It’s a Holyoke firm’s solution to the capital equip 
ment selling problem 
Orver Forms Buimr iro Propuct 
GuIme .. .Aug. 56 104 
Dallas firm thus advises what products it stocks 
distributes and sells 
For Goop Sates Promotion, Ger Spe 
CIALISTS Nov. *56 100 
Buffalo distributor turns to outside agency—with 
excellent results 
Turee-D Dispray Makes Year-Rounp 
Siow ..Nov. ’56 106 
Picture blowups keep leading lines displayed at 
Los Angeles distributor organization 


MEETINGS 


Disrrisutors ‘Trent THem Srory in 
Memptis July "56 94 
Special Rotary Club program honors nine indus- 
trial supply firms 
THe Inpusrry Asks—CLARKSON AN 
SWERS July '56 100 
Question-and-answer session gives insight into 
Clarkson industrial distribution program 
Aritantic Crry Convention Sipecicurs. July 56 190 
16-page pictorial section covers 1956 ‘Triple In 
dustrial Supply Convention 
Ler tHe Buyers Have Trem Say Sept. '56 98 
Bluefield distributor firm organizes panel 
Sates Merrinc Features BramnstrorM 
ING : Nov. ’56 182 
Six sessions spark ideas for Pennsylvania manu 
facturer 


PrrrspsurcH Forum Sporuicurs Pros 
Pt Dhedeape Dec. 56 104 
441 attend joint NIDA and American regional 
forum 


LAYOUT AND DISPLAY 


ATTRACTS SALES, 
Aug. '56 102 
Local stock and service and stressed by manage 
ment of Latrobe, Pa., branch 
l'gamwork Is Consrrucrivi Sept. "56 206 
A story of the building New Britain salesmen built 
Burpinc Means Movinc—PLan_ For 
Boru .. Oct. 56 97 
St. Louis and Huntington firms did by thinking 
ahead 
Wuat Inpusrriat Districts Mran 10 
ET = es Nov. ’56 82 


Industry is on the move to the suburbs—and so 


Drive-IN Warenoust 
Curs Costs 


are Boston and Syracuse distributors 
Ir Pays to Grow wiru Your Com 
MUNITY ¥ Nov. °56 108 
New building boosted sales for Knoxville firm 


EDITORIALS 


Are You Sertiinc Customer Benerrrs?.July "56 
Tuere’s Goip in Tuem Tar Hrs... Aug. '56 
SOMETHING NEW UNDER THE SUN Sept. '56 
SMALL Business PropiemMs Oct. 56 
Whuy Snoutrp I Buy rrom You? Nov. °56 
Merry Curistmas—Haprpy New Yrar. Dec. '56 





Reprints Available 


The following reprints of articles that have appeared in ID are available. Send your 
order to Reprint Editor, Industrial Distribution, 330 W. 42 St., New York 36, N. Y 


Article 


Price per 
single copy 


Careers in Industrial Distribution 15¢ 


Key Line Selling 


How To Brainstorm Your Way to Sales 50¢ 
Growth of an Industry 
Sales Quiz Guidebook 


50¢ 


50¢ 
$1.50 


What Happens to an Order 30¢ 
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